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Richard Parker 

Richard Parker is an expert in the art of buying businesses. Since 1990, he has purchased ten 
businesses and has started several more. He is the author of six comprehensive programs on 
buying companies including the How to Buy a Good Business at a Great Price® series. 

He is the presenter of Trump University’s The Art of Buying a Business and has had over 
100 articles published. As president and founder of Diomo Corporation www.diomo.com, 
his materials and live seminars have helped thousands of individuals in over 70 countries 
realize their dream of business ownership. He is a monthly columnist for Florida Investor 
magazine, a faculty member on Entrepreneurship at Trump University, and the resident 
featured expert for BizQuest.com. 

Introduction 

It is no secret that you cannot get rich working for someone else. That is probably why most 
people dream of one day owning their own business. Unfortunately, 96 percent of start-ups 
fail within the first five years. Wouldn’t it be nice to bypass that risk and take control of a 
business that has customers in place, trained employees, and growing revenues? 

You are not dreaming—the way to this result is to purchase an existing, profitable business. 
You can literally pick up the keys to your new company on Monday and take a paycheck on 
Friday. Drawing on decades of his own success, Richard Parker shows you exactly what it 
takes to succeed as a business buyer. Then he spells out the intial steps to making the right 
purchase. 



To follow up with Richard Parker, visit Diomo.com/trumpu 

Additional Trump University resources available at TrumpUniversity.com/wealthplan 


© Copyright 2007 Trump University. All rights reserved. Reproduction of this product in any form is prohibited. 

Designed and produced by Brandwithin for Trump University. 

The Wealth Builder’s Action Plan is designed to provide accurate and authoritative information in regard the subject matter covered. 
This product is sold with the understanding that the presenters, the producer and Trump University are not engaged in rendering 
legal, financial or other professional advice or services. Laws and practices often vary from state to state and if legal, accounting or 
other expert assistance is required you should seek the services of a competent professional. The presenters, producer and publisher 
specifically disclaim any liability that is incurred from the use or application of the contents of this product. 
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My Goal Commitments 
for This Program 

The outcomes I seek from Your Plan to Buy a Business include: 


I intend to achieve these outcomes by: 


I commit to spending at least_hours per week for_weeks to master this program. 


Signed: 


./ /. 
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Action Step 1 

Know Your Starting Position 


Purpose 

To understand your current situation, so you can make a realistic decision 
about creating wealth through business ownership. 

Success Tip 

The more honestly you review your starting point, the more quickly and 
effectively you can reach your destination. 

Action 

1. Satisfaction Level 

Ask yourself these questions (answers must be written down): 

• Am 1 satisfied professionally in the work 1 do each day? 

• Thinking back ten years, did 1 anticipate accomplishing more in the last 
decade? If so, what stopped me? 

• Have 1 ever dreamed about owning my own business? 

• Am 1 completely fulfilled in my life? If not, why not? 


• What is great about my life today? What isn't so great? 
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Action 

2. Self-Knowledge 

Write detailed answers to the following: 

• What is my strongest personality characteristic? 

• What is my weakest? 

• What were my greatest life successes so far? What contributed to them? 

3. What Others Think 

Meet separately with a close personal friend and a trusted business advisor. 

Ask them to provide their answers to the questions above about you. Write 
down what they tell you. 

4. Financial Review 

Complete (or review) all the action steps in the programs presented by John 
Burley and Tom Wheelwright. In particular, review your current financial 
statements. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 2 

Set Your Goals 


Purpose 

To review your personal and financial goals in relation to the pathway of 
business ownership. 

Success Tip 

Earlier programs in the Wealth Builder's Action Plan have encouraged 
you to identify your personal and financial goals. Now is the time to look at 
these again as you consider the possibility of creating wealth through business 
ownership. 

Action 

1. Goal Review 

Reviewing your existing written goals, write brief answers to these questions: 

• What does "wealth" mean to me? 

• By what date do 1 want to achieve wealth? 

• What will be my net worth when 1 achieve wealth? 

• What will be my annual income at that point? 

• What will my ideal day look like when 1 achieve wealth? 

• What are my income targets for each year between now and my target 
date? 

• What am 1 willing to invest financially to create wealth? 


• What am 1 willing to invest in working time and effort to create wealth? 
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Action 

2. Goal Alignment 

Show your answers to your spouse or any individual who will be affected by a 
major change in your life. Note how well aligned your goals are, and address 
any discrepancies. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 3 

Determine Your Entrepreneur Type 


Purpose 

To review three different ways to become your own boss. 

Success Tip 

There are three principal ways of becoming an entrepreneur: start a business, 
buy a business or purchase a franchise. Understanding your choices will help 
you make an informed decision. 

Action 

Educate yourself about the advantages and challenges in each route. 

1. Program Review 

Review the audio program with Michael Sexton on starting your own business. 

Review the audio program with Richard Parker (first CD) which discusses 
the relative merits of starting a business, buying a business, and buying a 
franchise. 

2. Conduct a Comparative Analysis 

Do this in bullet-point form, using brief phrases: 

• List the pros and cons of starting a business 

• List the pros and cons of buying a business 

• List the pros and cons of buying a new franchise 


• List the pros and cons of buying a resale franchise 


Your Plan to Buy a Business | 7 






Action 

Score each "pro" on a scale of 1 - 5, with 5 being the most positive, and 

1 the least positive. 

Score each "con" on a reverse scale, with 1 being the most negative and 

5 the least negative. 

Now total the scores for starting a business, buying a business, buying a new 
franchise and buying a resale franchise. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 4 

Explore Your Future 


Purpose 

To identify the kind of business opportunity that makes sense for you. 

Success Tip 

Think about the most financially successful people you know and try to 
identify why they are successful. Ask yourself whether they really have any 
unique skills that you lack. You may be surprised to discover that you are 
easily on a par with them in terms of intelligence and work ethic. 

Action 

1. Know How You Work Best 

Reflect on the following and write down your answers: 

• Identify the business environments in which you have thrived. 

• Was it a team effort or did you work alone? 

• Did you have a master plan to work from or did you develop it yourself? 

• Were you a leader or follower in the group? 

2. Your Ideal Business 

If you were to own your own business, describe what it would be: 

• What type? 


• How many employees? 


Your Plan to Buy a Business | 9 






Action 

• Would you sell your products/services to the public or to other businesses? 

• How long would you own it? 

• What daily work would you do that would make the most impact on 
the business and best leverage your business skills (sales, operations, 
administration, or whatever)? 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 5 


Build Your Network 


Purpose 

To assemble your team of friends, family and advisors to assist and support 
your near-term business decisions. 

Success Tip 

Families generally want to see their members "not fail" more than they want 
to see them succeed. Be sensitive to their concerns in any discussions you may 
have because above all, they may be scared of the unknown and how it will 
affect their lives. 

Action 

1. Consult with Your Family 

• Take your spouse/ partner or other significant family member on a "date" to 
a place that is informal, like a park, beach or zoo. 

• Share with them all of the goals, both personal and professional, you wish 
to achieve. 

• Ask for their feedback on your career strengths and what their assessment is 
of you as a potential business owner. 

• In what type of business do they feel you would succeed (be sure to 
exclude any business based on your hobbies - listen to the audio CD on 
this point)? 

2. Begin to Assemble Your Team 

• Prepare a list of three potential business mentors (if you do not already have 
a mentor). 

• Arrange to meet with each and explain that you are thinking about possibly 
going into business for yourself. Ask what suggestions they have for you. 

• Ask if you can bounce ideas off of them from time to time. 
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Action 

• Maintain regular contact with them. 

• Send them a written note (not an email) after you meet, thanking them for 
their time and assistance. 

Self Report 

Date started: 


Date completed: 


Key learning/result: 
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Action Step 6 

Assess Your Business Skills 


Purpose 

To determine what you are good at and what your weaknesses are. To 
separate your experience and skill from your interests. 

Success Tip 

Trying to turn a hobby into a business is usually a disaster, so don't think 
along those lines. Focus solely on your personal and professional strengths 
and weaknesses. 

Action 

1. What Are Your Strengths? 

• Think about the single greatest success you have ever had in your 
professional career. How did the event begin? What did you do that was so 
special? What was the most important skill that you brought to the project? 
Were you recognized by your company? Did you get a bonus or other 
financial reward or perk? Write down your answers. 

• List out five specific professional and personal strengths and provide a real- 
life example of each. 

2. What Are Your Weaknesses? 

• List out five of your professional and personal weaknesses. 

• What are you doing or what can you do to correct these? 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 7 

See How Others Are Doing 


Purpose 

To see for yourself that you do not need to be a genius to be successful in 
business. 

Success Tip 

You can learn a lot about business ownership simply by observing a few 
businesses you visit on a regular basis. Ask yourself why you think they are 
successful and what you would do to the business if you owned it. 

Action 

1. Visit Businesses 

• Over the next two weeks, take over all of the family chores that involve visits 
to or with any businesses (examples: supermarket, cleaners, landscaper). 

• List out each one of these businesses' competitors. 

• When visiting these businesses or talking with the owners, pay attention 
to: how the place looks, how you would rate their service, and how well- 
organized the operation is. 

• Think of three additional products or services the business could add and 
sell to the same customers. 

• What does the owner do in the business? 

• Immediately after the visit, write down your answers and comments to the 
above points. 


2. Check Out the Competition 

• Visit the competition and see how they operate compared to the first 
business. 

• If you were the owner of the first business, what would you tell prospective 
clients that you do better than the competition? 
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Action 


3. Learn the Ten Commandments 


• Read Richard Parker's The Ten Commandments of Buying a Business 
(inside the "Tools" folder). Write about what you learned. 


Self Report 


Date started: 

Date completed: 
Key learning/result: 
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Action Step 8 

Prepare for Change 


Purpose 

To get comfortable with the idea of being uncomfortable as you embark on a 
new adventure in life. 

Success Tip 

Accomplishing any objective requires some change. You have to learn to 
embrace it, and need not be paralyzed by it. Consider any major changes 
you've made such as a new job, marriage or relocation and note how quickly 
that new situation became your new comfort zone. 

Action 

1. Life Changes 

• Write down three things that you would like to change immediately about 
your personal life. 

• Write down three things that you would like to change immediately about 
your professional life. 

• Identify any decision that you have been putting off. Write down the pros of 
taking immediate action and the cons of not doing so. 

2. Success Guarantee 

Consider these questions and write out your responses: 

• If your success were guaranteed, what type of business could you see 
yourself owning and why? 

• What would you do to make the business a blockbuster success? 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 9 

Know Your Choices - Part 1 


Purpose 

To identify and narrow down the options available to you in business 
ownership. 

Success Tip 

Keep an open mind. You'll be surprised how unorthodox thinking can be your 
greatest ally. 

Action 

1. Decide If a Start-Up Is for You 

• List every possible business you think you could start in the short-term. 

• Narrow down the choices to three or four. 

• Search online and gather information on the industry, competition, trends, 
useful resources, etc. 

• Investigate the failure rates for these types of businesses. 


2. The Business Plan 

• Put together a business plan on your number-one best concept. For help 
writing a business plan, visitwww.trumpuniversity.com/entrepreneurship/ 
index, cfm 

• Present your concept to two business people you respect and at least one 
banker. Get their feedback, and see if they are prepared to lend money to 
the concept. 
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Action 

3. Consider a Franchise 

• Pick four business segments that are of interest to you (auto-related, 
business services, restaurants, etc.) 

• Visit www.betheboss.com,www.franchisegator.com or any other franchise- 
for-sale database website. 

• Compile a list of three or four potential franchises in each of your segments 
of interest. 

• Identify local outlets for each franchise. 

• Visit these businesses and speak to the franchisee at each location. Make 
certain each owner bought a new franchise, not a resale. Let them know you 
are thinking about buying a franchise and ask them some general questions 
about the business: what they like and don't like, how well the franchisor 
supports them, whether they get good value for their fees, etc. Then ask 
them this question: If they knew then what they know now, would they buy 
the same franchise at the same price/terms? 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step lO 

Know Your Choices - Part 2 


Purpose 

To determine if buying an existing business is best for you. 

Success Tip 

Keep in mind that 96 percent of start-ups fail within five years. Do you have 
the luxury of failing and then starting again? 

Action 

1. Meet Business Owners 

• Arrange to meet with at least five random business owners in the next 30 
days. They can be friends, associates, or referrals. 

• Ask them about their businesses: what they like and don't like, what they do 
everyday, whether they started the business or bought it, what they would 
do differently, whether they think their business would be a good one for 
someone to buy, etc. 

2. Figure Pros and Cons 

• List out all the good points you believe are related either to starting a 

business, buying a franchise, or buying an existing and profitable business. 


• List all of the concerns you feel are attributable to each. 
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Action 

3. Determine Your Timeline 

Draw 5 lines vertically on an 8 1/2" x 11" sheet of paper. Across the top in 
each section write: 6,12, 24, 60, over 60 (these figures represent months). 

Put an 'X' into the appropriate column in response to the following: 

• If 1 stopped working today, 1 would have enough money to last me until this 
point. 

• 1 would like to be debt-free by this point. 

• 1 would like to be financially independent by this point. 

• 1 would like to quadruple my annual income by this point. 

Important: If you marked an 'X' in many columns less than 60 months, then 
you must rule out starting a business or buying a new franchise. They simply 
cannot provide what your want to accomplish within the next five years. 

However, if your objective is to achieve these milestones within 60 months, 
then buying an existing profitable business is the quickest road to your goals. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 11 

Select the Right Business for You 


Purpose 

To pinpoint what business you are best suited to buy and operate 

Success Tip 

Focus on what you are good at - not just the industry where you have 
worked. 

Action 

1. Your Five Golden Rules 

• List out five specific criteria that any business you own must meet. Consider 
both personal and professional criteria. For example, if you want to be 
certain you don't become a slave to the business, one rule may be: "the 
business must operate Monday through Friday - no evenings or weekends." 

2. The Business You Were Born to Own 

• Set aside a generous block of time to think about this critical step: If there 
were no barriers whatsoever, what specific type of business do you feel you 
were born to own - a business you would undoubtedly be successful at 
running? Explain why. 

• Have a close business associate (not a family member or friend) tell you 
what they believe is the ideal business for you. Then have a family member 
or friend comment on what you believe is the right business for you. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 12 


Start Hunting 


Purpose 

To initiate the search process. This is the first major step in the buying process. 

Success Tip 

Maintain an open mind. Do not be intimidated by any data or terms you are 
not familiar with at this stage. 

Action 

You absolutely must commit to at least three hours a week in the search 

phase. The good news is that the Internet is a great resource, so you can do 

this at your convenience. 

1. Eliminate the Wrong Ones 

• Proceed to the following websites. 

www.BizBuySell.com 

www.BizQuest.com 

www.BusinessesForSale.com 

• Look through how the listings are organized and determine what data fields 
you can enter. Navigate around the websites a bit. 

• Check the categories of businesses for sale (under the "Buy a Business" 
tab). As you scroll though the industry sectors, make a mental list of all the 
business types you don't want or cannot see yourself operating. 

2. Focus on The Right Ones 

• Go back through the listings and write down all of the sectors that interest 
you. Your list should be three to five categories. 

• Review the listings, familiarizing yourself with the terminology, business 
descriptions, and other listed details. 
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Action 

• For any business that even piques your interest, send an inquiry to the 
contact person (you can do this right online). At this point simply say: "1 
would like to learn more about this business. Please send me the necessary 
nondisclosure agreement to sign so 1 can learn more." Read the agreements 
you receive - they are usually standard. Execute them when comfortable, 
and read the information you acquire on the businesses. 

• In most cases, the person who responds to your query will be the business 
broker who is handling the sale (not the owner). When you notice a contact 
person seems particularly efficient or helpful, ask them if they are the broker 
or the seller, and if they are the broker, make a note of their name and 
contact information. (You will utilize your list of these business broker names 
in the next action step.) 

3. Access the Internet and Newspapers 

• Visit the buyer resource sections in the above websites and read some of the 
articles on buying a business. 

• Start reviewing the local newspapers and see what businesses are listed for 
sale. Make initial contacts where appropriate. 

• If you contact a business broker through an ad and the person seems to 
have merit, add their name and contact information to your business broker 
list. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 13 

Utilize Business Brokers 


Purpose 

To get the good brokers looking out for you for any suitable businesses that 
come onto the market 

Success Tip 

Business brokers do not work the same way as real estate agents. They may 
not even share listings. They generally want to be sure you buy any business, 
not necessarily the right one. 

Action 

Contact and Meet Local Business Brokers 

• Look over your list of the business brokers you connected with who seemed 
on the ball, honest, and willing to help you. 

• Arrange to meet at least four local business brokers. 

• Prepare your personal financial statement. 

• Bring your Five Golden Rules. 

• Explain what you are looking for and determine how they can assist you. 

• Find out how they work in your area: Do they share listings with other 
brokers? If they do, you are best advised to work with only one broker. If 
they do not, you will need to get the word out to the business brokerage 
community at large. 

• Learn what additional services they offer. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 14 


Conduct Industry Research 


Purpose 

To become an expert in learning about all aspects of any business type in the 
shortest time possible. 

Success Tip 

Your research on the business, the industry, and the competition must begin 
the moment you find any business that is of interest to you. Good businesses 
sell very fast. You need to be in a position to pounce on the right opportunity. 

Action 

1. Start Becoming an Expert 

Pick out three of the businesses where you have sent in inquiries, or choose 

three others from any of the business-for-sale websites. Using the Internet, 

find the answers to the following questions: 

• How large is the local, state and national industry? 

• Who are the local competitors? 

• Which are the main products/services of the business/industry? 

• Who are the largest national competitors or others in the business? 

• What is the name of the industry's trade magazine and association? 

• Are there any trade shows? 

• Find out the name of the business for sale. Chances are the broker will not 
tell you nor will the seller if they are selling on their own. However, with 
enough questions, you can obtain ample information to determine the 
name of the business by searching online, the Yellow Pages, Chamber of 
Commerce, etc. (this is a test to hone your investigative skills and will pay 
huge dividends as you go deeper into analyzing businesses). 
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Action 

2. Play the Role 

• Visit the website of the local industry association. Read through the various 
links, contents and any additional resources they may offer where you can 
educate yourself. 

• Contact the advertising sales department of the industry trade magazines. 

Tell the sales person you are considering buying a business in their industry 
and that naturally you will want to join their association. What can they tell 
you in terms of industry trends, resources, good and bad news, advice, etc. 
and what sources do they recommend for your research? 

• Ask them to send you a copy of their media kit (their sales kit for 
advertisers). Also ask if they have an annual issue/directory you can access. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 15 

Analyze the Numbers 


Purpose 

To gain an understanding of the financial components in a business-for-sale 
offering. 

To become familiar with the financial ratios of businesses and how to make 
comparisons between individual companies for sale. 

Success Tip 

The asking price of a business has nothing to do with what the ultimate 
purchase price may be. What a seller thinks their business is worth has 
nothing to do with the value. Don't be deterred by any crazy numbers you see 
in listings. Everything is negotiable! 

Action 

1. Revisit the key business-for-sale websites. Pick out three to five businesses 
in two or three different sectors. Plot out and compare the various 
financials. 

2. Learn and compute the key ratios for your businesses of interest. (Do this 
using the "How to Determine Ratios Worksheet" in the "Tools" section.) 

By comparing ratios, buyers can determine which business is the better 
financial prospect. The key ratios to understand are: 

• Owner Benefit to Revenue 

• Return on Cash Investment 

• Asking Price as a Multiple of Profit 

• Down Payment to Asking Price 


3. After generating your ratios, look at each business compared to another one 
of the same type. 
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Action 

4. Rank them from best to worst given the various ratios. For example, if 

Business A's asking price is $500,000 and its profit is $250,000 and 

Business B's asking price is $400,000 and its profit is $100,000, then 

Business A would rank ahead. Do this for each ratio and arrive at the best 
overall business (from a financial standpoint) in each sector. 

5. Contact the sellers/brokers of each business and investigate the numbers a 
little further. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 16 


Visit Potential Targets 


Purpose 

To properly prepare to meet sellers and ask all the key questions. 

Success Tip 

Establishing trust with the seller is important. Impressing them is crucial. If 
they believe you are the right person to take over their company, they will 
most likely accommodate you, and you can negotiate an incredible deal. 

Action 

You cannot buy a business from an ad. You will probably visit 20 businesses 

until you find the right one. 

• Over the next 30 days, meet with at least 10 business owners. 

• Meet with 10 more the following month. 

• If you are currently employed, set up evening or weekend meetings. 

• Arrange to meet with at least three sellers. 

• Prior to the meetings, list every possible question you want to ask. Don't 
trust your memory; write down every question beforehand. 

• Now check this list against the master list of "Essential Questions to Ask 
a Business Owner" (inside the"Tools" folder). Fill in any gaps in your 
questions list. 

• Stick to your questions and take flawless notes during the meetings. 

• After the meeting, immediately ask yourself: "Do 1 like the seller? Do 1 trust 
them? Do 1 like the business? Can 1 see myself running it?" Write down your 
responses so you remember them. 
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Action 

• Write the seller (and their broker if applicable) a thank-you note. Indicate 
any follow-up to be done, documents they said they would send, or 
reference other meeting notes. If the business is not of interest to you, thank 
them and tell them so. 

Self Report 

Date started: 


Date completed: 


Key learning/result: 
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Action Step 17 

Finance the Deal 


Purpose 

To understand the various options available to finance the purchase and know 
which ones are best for you. 

Success Tip 

Research and know your financing options early on. Never wait until you 
are too far into the deal to address this critical stage in the business-buying 
process. 

Action 

1. Meet with Lenders 

• Speak with local banks and get a listing of all of the preferred SBA lenders 
in your area. (SBA = Small Business Association) 

• Arrange to meet with each. 

• Present your resume and financial statement. 

• Discuss the various options that may be available to you through their 
business loan programs. 

• Visit the SBA website at www.sba.gov and familiarize yourself with the 7A 

Loan Program. 


2. Pursue Seller Financing 

Discuss this with every business owner. A business you buy MUST have an 
element of seller financing. They must share in the risk. It is the only way that 
the seller can validate what they have represented. 

• For every business that may be of interest, determine how much debt the 
business can afford. Take the net profit less a salary you need and a factor 
for marketing or other activities, and the remainder is what the business can 
afford in loan payments each year. 
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Action 

3. Consider Family and Friends 

• If you are looking to this group for financing, meet with them early on. 

• Have them detail exactly what type of deal they would finance, how much 
they are prepared to invest, and what they expect in return. 

• Determine how involved they wish to be in the search process and 
ultimately in the business (if at all). 

• Family and friends mean well and often they will indicate they will provide 
financial support. Unfortunately, they often do not deliver. This should be 
your last resort unless they positively commit to the financing. 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Action Step 18 

Expand Your Knowledge 


Purpose 

To identify additional areas you need to understand in the business-buying 
process. 

Success Tip 

It's what you know, not who. In buying a business, there is a fine line between 
those who fail miserably and those who achieve massive results. That line is 
education. If you equip yourself with the right information, you will succeed. If 
you don't; you won't. It's that simple! 

Action 

1. Determine Your Level of Knowledge 

On a scale of 1-10 (with 1 being poor and 10 being excellent), rate your level 
of comfort and know-how in the following areas: 

You've identified what business(es) are right for you. 

You have the ability to quickly access/evaluate business-for-sale 
listings. 

You know what type of business broker is right for your needs. 

You can identify all the key clauses in a business-for-sale agreement 
and what needs to be negotiated between you and the seller. 

You can accurately determine the value of a business. 

You have legal knowledge as it pertains to buying a business. 

You are able to read and understand financial statements. 

You have good organizational skills. 

You are comfortable with preparing for and conducting due diligence. 

You have good investigative skills. 
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Action 

You are able to meet deadlines. 

You are comfortable using the Internet to gather information. 

You have good creative abilities. 

You have good focus and an ability to deal with setbacks. 

Results: 

120-140 = Excellent 

100-120 = Not bad but you aren't safe yet 

Under 100 = There's work to be done. You may put yourself in a very 
vulnerable position without further educating yourself about the buying 
process. 

2. Take the Next Steps 

This program was designed to help you decide if buying a business is the right 
path to wealth for you and, if it is, to get you started on the path to making a 
purchase. 

Buying a business is within anyone's reach. Best of all, when you buy a good 
business, your life and financial future will improve dramatically. However; this 
is a huge investment. You must get it right the first time. Arm yourself with the 
right information, and you will do extremely well. 

There is more to learn! You now need to gather additional knowledge on a 
number of key parts of the business-buying process, including: 

• Determining the Value of a Business 

• Negotiating a Deal 

• Conducting Due Diligence 

• Closing the Deal 

One source of information on these subjects is Richard Parker's The Art of 
Buying a Business, a course offered through Trump University. For information, 
link to: www.trumpuniversity.com/products/art-buying-business.cfm 

Self Report 

Date started: 

Date completed: 

Key learning/result: 
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Richard Parker 

Has More to Teach You 


If you’ve learned from this presentation on the 
Wealth Builder's Action Plan, you can find more 
great tools and advice at: 

Diomo.com/tmmpu 

For further resources on Buying a Business - 
check out the special interest section at Trump 
University for users of The Wealth Builder's 
Action Plan: 

TrumpUniversity.com/wealthplan 
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